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^X  FOREWORD 


HIS  booklet  is  the  second  of  a series 
of  four,  covering  every  phase  of 
Foreign  Trade,  as  follows: 

1.  Laying  the  Foundation. 

2.  Pricing  Goods  for  Export. 

3.  Filling  the  Export  Order. 

4.  Collections  in  Foreign  Trade. 

No  effort  has  been  spared  to  make 
these  booklets  thoroughly  practical  and 
devoid  of  generalities.  The  subject 
matter  is  the  outcome  of  actual  exper- 
ience, the  aim  being  to  combine 
brevity  with  the  maximum  of  helpful 
information. 

The  other  units  to  complete  this 
series  of  booklets  will  be  furnished  by 
our  Foreign  Department  on  request  as 
issued.  This  institution  offers  its  ser- 
vices to  those  interested  in  developing 
their  export  business  and  will  be  pleased 
to  supplement  the  information  given  in 
these  booklets. 
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Pricing  Goods  for  Export 


ONE  of  the  early  tasks  in  connection  with  your 
Foreign  Trade  development  work  will  be  the 
matter  of  pricing  your  product  for  export.  This  is  a 
problem  to  which  careful  consideration  should  be 
accorded  as  it  is  an  important  element  in  the  effort 
to  achieve  success.  In  vast  industries  through- 
out the  United  States  certain  domestic  trade 
practices  have  become  virtually  traditions  of  the 
business.  In  the  fabricated  metal  industries, 
such  as  the  manufacture  of  rivets,  nails,  iron  and 
steel  pipe  and  many  other  lines  the  margin  of 
profit  per  unit  is  very  slight.  On  the  other  hand, 
with  such  articles  as  surgical  instruments,  drugs, 
paints  and  specialties,  cosmetics,  etc.  a compara- 
tively wide  spread  is  customary  between  cost  and 
sales  price. 

The  category  into  which  your  product  falls  will 
influence  your  method  of  quoting  for  export, 
although  another  important  factor  is  the  weight 
and  bulk  of  your  product  in  comparison  with  its 
value.  If  you  are  selling  jewelry,  silk  chiffons, 
spectacles  or  some  similar  line,  your  cost  of  trans- 
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In  the  latter  case  the  matter  of  freight  costs 
from  factory  to  railroad  terminal  at  port,  terminal 
to  dock,  from  dock  onto  vessel,  are  items  of  vital 
importance  and  make  a tremendous  difference  in 
the  ultimate  cost  of  the  goods. 

All  of  these  details  will  enter  into  the  problem, 
because  you  will  wish  to  quote  upon  your  products 
at  least  crated  for  export,  delivered  on  cars  in 
New  York  or  other  port,  and  if  you  can  offer  a 
c.  i.  f.  quotation,  so  much  the  better  are  your 
chances  for  securing  the  business. 

Profit  on  your  Export  Sales 

Another  question  will  be  whether  you  are  to 
receive  the  same  returns  on  your  export  sales  as 
on  domestic,  or  whether  you  will  shade  your 
margin  of  profit  or  increase  it.  Every  one  of  these 
methods  is  in  actual  practice  today. 

Many  manufacturers  whose  domestic  business 
is  seasonal  operate  on  the  theory  that  it  is  better 
to  take  export  business  in  their  dull  period  at  an 
extremely  small  margin  than  to  experience  the 


portation  and  its  ratio  to  the  value  of  the  goods 
will  be  at  one  extreme  as  compared  with  that  of 
bulky,  low  priced  commodities  such  as  coal,  pig 
iron,  lead  pipe,  etc. 
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wide  fluctuations  in  the  demands  on  their  organ- 
ization, which  is  customary  where  the  article  is 
of  a seasonal  nature. 
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Considering  the  fact  that  in  the  Argentine,  in 
South  Chile  and  Uruguay,  the  summer  season 
extends  from  December  through  April  while  July 
and  August  comprises  the  winter,  and  the  same 
reversal  of  climatic  conditions  holds  true  in  other 
favorable  markets  of  the  Eastern  Hemisphere, 
it  justifies  the  manufacturer  of  a seasonal  product 
to  cultivate  these  markets  even  on  an  exceedingly 
close  margin. 

The  majority  of  these  manufacturers,  however, 
endeavor  to  clear  the  same  profit  on  their  foreign 
orders  as  on  domestic  business,  while  a few  feel 
that  the  additional  effort  required  to  handle  such 
trade  justifies  a larger  margin  of  profit.  It  is  a 
good  business  policy  to  figure  upon  the  same 
net  returns  as  on  domestic  orders,  or  to  accept 
slightly  less  when  gaining  a foot  hold  in  a new 
territory. 


Establish  Product  First 

After  the  article  is  established  and  has  proved 
its  merit  it  is  much  easier  to  secure  the  increased 
price  than  would  be  the  case  during  the  introduc- 
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tory  period.  In  developing  a foreign  demand, 
in  the  very  nature  of  the  case  you  are  building 
for  the  future,  immediate  profits  not  being  the 
prime  consideration. 

The  assumption  is  that  you  have  an  idea  of  the 
prices  prevailing  in  a given  market  from  your 
investigations  as  suggested  in  our  first  booklet, 
“Laying  the  Foundation”. 

Knowing  then,  about  what  your  selling  price  is 
to  be  in  order  to  secure  the  business,  the  method 
of  calculating  it  and  quoting  it  should  be  studied. 
Quoting  a series  of  discounts  such  as  60,  10  and  5 
per  cent  from  list  is  a very  common  trade  practice 
in  the  United  States.  This  method  should  be 
avoided  in  dealing  with  other  countries,  a single 
discount  from  list  being  the  usual  custom.  Figure 
the  domestic  sales  price,  to  which  must  be  added 
the  cost  of  extra  handling  in  packing  for  export, 
expense  for  high  grade  crating  material,  inland 
freight  to  sea-board,  allowance  for  cable  and 
postage  expense  and  the  aggregate  will  be  the  net 
amount  you  must  receive  to  clear  the  same  mar- 
gin of  profit  as  upon  domestic  business. 

Contingencies  Cause  Fluctuation 

In  calculating  the  list  price  from  which  you  will 
allow  the  proper  discount  to  arrive  at  this  net 
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selling  figure,  it  is  well  to  maintain  a list  sufficiently 
high  to  take  care  of  all  fluctuations  in  cost  by 
means  of  altering  the  discount.  If  this  discount 
is  figured,  at  say  only  5 per  cent  from  list  and  a 
later  rise  in  the  cost  of  raw  material  compels  you 
to  increase  the  sales  price  to  net  list  or  even  list 
plus  5 per  cent,  such  a quotation  would  immediately 
raise  a doubt  in  the  mind  of  the  foreign  buyer  as 
to  whether  he  was  really  receiving  your  best 
figure. 

Many  exporters  include  in  their  price  sufficient 
to  cover  interest  charge  for  sixty  or  ninety 
days  and  then  name  a discount  for  cash  on  delivery 
of  documents.  This  is  always  to  be  preferred  to 
naming  the  price  for  cash  with  an  additional  charge 
for  interest. 

In  planning  the  price  list  it  is  well,  also,  to  keep 
in  mind  the  various  classes  of  buyers  to  whom  you 
will  sell,  namely,  your  own  exclusive  distributor, 
the  jobber,  the  wholesale  house  and  possibly 
the  retailer.  By  placing  the  list  figures  sufficiently 
high  and  then  granting  a different  discount  to 
each  type  of  buyer,  the  same  list  may  be  used 
in  each  case.  Needless  to  state,  the  exclusive 
distributor’s  confidential  price  should  never  be 
granted  the  small  buyer.  In  one  instance  where 
such  rock  bottom  figures  were  quoted  broad-cast 
in  open  territory  and  an  exclusive  distributor 
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later  appointed,  considerable  embarrassment  re- 
sulted when  this  large  dealer  found  that  the 
retailers  to  whom  he  tried  to  sell  had  already 
received  the  same  price  as  he  enjoyed  direct 
from  the  manufacturer. 


No  Universal  Rule  to  Follow 


A consideration  of  these  suggestions  will  imme- 
diately demonstrate  the  fact  that  your  method 
of  quoting  for  export  cannot  be  dictated  by  rule 
of  thumb,  but  must  be  made  to  fit  your  own 
particular  proposition.  One  recommendation,  how- 
ever, is  uniformly  important,  and  in  fact  it  cannot 
be  stressed  too  emphatically — make  your  basis 
of  quotation  absolutely  clear  to  a degree  impossi- 
ble of  misunderstanding.  Brevity  is  a pit-fall 
which  must  be  avoided  in  explaining  exactly  how 
a given  price  applies  and  the  utmost  clarity  is 
always  desirable. 


In  naming  prices,  certain  abbreviations  are  used 
throughout  the  commercial  world,  but  unfortun- 
ately the  interpretation  sometimes  varies  in  dif- 
ferent countries  and  in  many  instances  the  party 
making  the  quotation  uses  such  terms  rather 
mechanically,  with  a somewhat  indefinite  concep- 
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tion  of  their  exact  significance. 

Specific  to  Last  Detail 

To  avoid  misunderstandings  or  omissions,  some 
manufacturers  use  a specification  sheet  on  which 
to  name  their  quotation,  attaching  this  sheet  to 
their  sales  letter  and  on  this  sheet  are  printed 
their  terms  of  sale.  In  addition  to  fully  explain- 
ing the  f.  o.  b.  point,  other  details  covered  would 
be  some  or  all  of  the  following:  Whether  price  is 
or  is  not  subject  to  change  without  notice,  delivery, 
delays,  part  shipments,  shipping  instructions, 
inspection,  claims,  damage  and  payments. 

Further,  it  is  wise  to  ascertain  whether  the  prac- 
tice of  the  buyer’s  country  is  to  quote  upon  units 
of  100  or  one  gross.  If  the  quotation  is  in  tons, 
clearly  indicate  whether  it  is  the  long  ton  (2240 
lbs.),  the  short  ton  (2000  lbs.)  or  the  metric  ton 
(2032  lbs.). 

Our  foreign  department  will  be  glad  to  discuss 
with  interested  firms  the  question  of  quoting 
in  the  currency  of  any  foreign  country,  on  a firm 
basis,  and  to  assist  manufacturers  in  familiariz- 
ing themselves  with  the  currency  and  units  of 
weights  and  measures  which  are  preferable  in  a 
given  country. 

Due  to  the  laxity  found  among  manufacturers  in 
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using  various  abbreviations  in  quoting  for  export, 
The  National  Foreign  Trade  Council  two  years 
ago  adopted  a statement  of  definitions  of  the  abbre- 
viations in  general  use  in  foreign  sales  and  it  is 
recommended  that  these  be  adhered  to  in  all 
cases.  The  terms  most  frequently  used  are  ex- 
plained as  follows: 

I.  When  the  price  quoted  applies  only  at  inland 
shipping  point  and  the  seller  merely  undertakes 
to  load  the  goods  on  or  in  cars  or  lighters  furnished 
by  the  railroad  company  serving  the  industry, 
or  most  conveniently  located  to  the  industry, 
without  other  designation  as  to  routing,  the 
proper  term  is: 

“F.  O.  B.  (named  point)” 

Under  this  quotation: 

A.  Seller  must 

(1)  place  goods  on  or  in  cars  or  lighters 

(2)  secure  railroad  bill  of  lading 

(3)  be  responsible  for  loss  and  /or  damage 
until  goods  have  been  placed  in  or  on 
cars  or  lighters  at  forwarding  point, 
and  clean  bill  of  lading  has  been  fur- 
nished by  the  railroad  company. 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 


14 


incurred  thereafter. 

(2)  pay  all  transportation  charges  includ- 
ing taxes,  if  any 

(3)  handle  all  subsequent  movement  of 
the  goods. 

1 1 . When  the  seller  quotes  a price  including  trans- 
portation charges  to  the  port  of  exportation  with- 
out assuming  responsibility  for  the  goods  after 
obtaining  a clean  bill  of  lading  at  point  of  origin, 
the  proper  term  is: 

“F.  O.  B.  (named  point)  Freight  Prepaid  To 
(named  point  on  the  seaboard)” 

Under  this  quotation: 

A.  Seller  must 

(1)  place  goods  on  or  in  cars  or  lighters 

(2)  secure  railroad  bill  of  lading 

(3)  pay  freight  to  named  port 

(4)  be  responsible  for  loss  and/or  damage 
until  goods  have  been  placed  in  or  on 
cars  or  lighters  at  forwarding  point,  and 
clean  bill  of  lading  has  been  furnished 
by  the  railroad  company 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
incurred  thereafter 
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(2)  handle  all  subsequent  movement  of 
the  goods 

(3)  unload  goods  from  cars 

(4)  transport  goods  to  vessels 

(5)  pay  all  demurrage  and/or  storage 
charges 

(6)  arrange  for  storage  in  warehouse  or  on 
wharf  where  necessary 


III.  Where  the  seller  wishes  to  quote  a price, 
from  which  the  buyer  may  deduct  the  cost  of 
transportation  to  a given  point  on  the  seaboard 
without  the  seller  assuming  responsibility  for  the 
goods  after  obtaining  a clean  bill  of  lading  at  point 
of  origin,  the  proper  term  is: 

“F.  O.  B.  (named  point)  Freight  Allowed  To 
(named  point  on  seaboard)” 


Under  this  quotation : 

A.  Seller  must 

(1)  place  goods  on  or  in  cars  or  lighters 

(2)  secure  railroad  bill  of  lading 

(3)  be  responsible  for  loss  and/or  damage 
until  goods  have  been  placed  in  or  on 
cars  or  lighters  at  forwarding  point, 
and  clean  bill  of  lading  has  been  fur- 
nished by  the  railroad  company 
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B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
incurred  thereafter 

(2)  pay  all  transportation  charges  (buyer 
is  then  entitled  to  deduct  from  the 
amount  of  the  invoice  the  freight 
paid  from  primary  point  to  named 
port) 

(3)  handle  all  subsequent  movement  of 
the  goods 

(4)  unload  goods  from  cars 

(5)  transport  goods  to  vessel 

(6)  pay  all  demurrage  and/or  storage 
charges 

(7)  arrange  for  storage  in  warehouse  or  on 
wharf  where  necessary 

IV.  The  seller  may  desire  to  quote  a price  cover- 
ing the  transportation  of  the  goods  to  seaboard, 
assuming  responsibility  for  loss  and/or  damage 
up  to  that  point.  In  this  case,  the  proper  term  is: 

“F.  O.  B.  Cars  (named  point  on  seaboard)” 

Under  this  quotation: 

A.  Seller  must 

(1)  place  goods  on  or  in  cars 

(2)  secure  railroad  bill  of  lading 
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(3)  pay  all  freight  charges  from  forward- 
ing point  to  port  on  seaboard. 

(4)  be  responsible  for  loss  and/or  damage 
until  goods  have  arrived  in  or  on  cars 
at  the  named  port 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
incurred  thereafter 

(2)  unload  goods  from  cars 

(3)  handle  all  subsequent  movement  of 
the  goods. 

(4)  transport  goods  to  vessel 

(5)  pay  all  demurrage  and/or  storage 
charges 

(6)  arrange  for  storage  in  warehouse  or  on 
wharf  where  necessary 

V.  It  may  be  that  the  goods,  on  which  a price 
is  quoted  covering  the  transportation  of  the  goods 
to  the  seaboard,  constitute  less  than  a carload 
lot.  In  this  case,  the  proper  term  is: 

“F.  O.  B.  Cars  (named  port)  L.  C.  L.” 

Under  this  quotation : 

A.  Seller  must 

(1)  deliver  goods  to  the  initial  carrier 
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(2)  secure  railroad  bill  of  lading 

(3)  pay  all  freight  charges  from  for- 
warding point  to  port  on  seaboard 

(4)  be  responsible  for  loss  and/or  damage 
until,  goods  have  arrived  on  cars  at  the 
named  port 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
incurred  thereafter 

(2)  handle  all  subsequent  movement  of 
the  goods 

(3)  accept  goods  from  the  carrier 

(4)  transport  goods  to  vessel 

(5)  pay  all  storage  charges 

(6)  arrange  for  storage  in  warehouse  or  on 
wharf  where  necessary 

VI.  Seller  may  quote  a price  which  will  include 
the  expense  of  transportation  of  the  goods  by  rail 
to  the  seaboard,  including  lighterage.  In  this 
case,  the  proper  term  is : 

“F.  O.  B.  Cars  (named  port)  Lighterage  Free” 

Under  this  quotation: 

A.  Seller  must 

(1)  place  goods  on  or  in  cars 
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(2)  secure  railroad  bill  of  lading 

(3)  pay  all  transportation  charges  to,  in- 
cluding lighterage  at,  the  port  named. 

(4)  be  responsible  for  loss  and/or  damage 
until  goods  have  arrived  on  cars  at 
the  named  port. 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
incurred  thereafter 

(2)  handle  all  subsequent  movement  of 
the  goods 

(3)  take  out  the  insurance  necessary  to  the 
safety  of  the  goods  after  arrival  on 
the  cars 

(4)  pay  the  cost  of  hoisting  goods  into 
vessel  where  weight  of  goods  is  too 
great  for  ship’s  tackle 

(5)  pay  all  demurrage  and  other  charges, 
except  lighterage  charges. 

VII.  The  seller  may  desire  to  quote  a price  cover- 
ing delivery  of  the  goods  alongside  overseas 
vessel  and  within  reach  of  its  loading  tackle. 
In  this  case,  the  proper  term  is: 

“F.  A.  S.  vessel  (named  port)” 

Under  this  quotation : 
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(1)  transport  goods  to  seaboard 

(2)  store  goods  in  warehouse  or  on  wharf 
if  necessary,  unless  buyer’s  obligation 
includes  provision  of  shipping  faci- 
lities 

(3)  place  goods  alongside  vessel  either  in 
a lighter  or  on  the  wharf 

(4)  be  responsible  for  loss  and/or  damage 
until  goods  have  been  delivered  along- 
side the  ship  or  on  wharf 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
thereafter,  and  for  insurance 

(2)  handle  all  subsequent  movement  of 
the  goods 

(3)  pay  cost  of  hoisting  goods  into  vessel 
where  weight  of  goods  is  too  great 
for  ship’s  tackle 

VIII.  The  seller  may  desire  to  quote  a price  cover- 
ing all  expenses  up  to  and  including  delivery  of 
the  goods  upon  the  overseas  vessel  at  a named 
port.  In  this  case,  the  proper  term  is: 

“F.  O.  B.  vessel  (named  port)” 


Under  this  quotation: 
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A.  Seller  must 

(1)  meet  all  charges  incurred  in  placing 
goods  actually  on  board  the  vessel 

(2)  be  responsible  for  all  loss  and/or 
damage  until  goods  have  been  placed 
on  board  the  vessel. 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
thereafter 

(2)  handle  all  subsequent  movement  of 
the  goods 

IX.  The  seller  may  be  ready  to  go  farther  than 
the  delivery  of  his  goods  upon  the  overseas  vessel 
and  may  be  willing  to  pay  transportation  to  a 
foreign  point  of  delivery.  In  this  case,  the  proper 
term  is: 

“C.  & F.  (named  foreign  port)” 

Under  this  quotation: 

A.  Seller  must 

(1)  make  freight  contract  and  pay  trans- 
portation charges  sufficient  to  carry 
goods  to  agreed  destination 

(2)  deliver  to  buyer  or  his  agent  proper 
bills  of  lading  to  the  agreed  destination 

(3)  be  responsible  for  loss  and/or  damage 
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until  goods  have  been  delivered  along- 
side the  ship  and  clean  ocean  bill  of 
lading  obtained  (seller  is  not  res- 
ponsible for  delivery  of  goods  at  des- 
tination) 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
thereafter  and  must  take  out  all  neces- 
sary insurance 

(2)  handle  subsequent  movement  of  the 
goods 

(3)  take  delivery  and  pay  costs  of  dis- 
charge, lighterage  and  landing  at  for- 
eign port  of  destination  in  accor- 
dance with  bill  of  lading  clauses 

(4)  pay  foreign  customs  duties  and  wharf- 
age charges,  if  any 

X.  The  seller  may  desire  to  quote  a price 
covering  the  cost  of  the  goods,  the  marine  insurance 
on  the  goods,  and  all  transportation  charges  to 
the  foreign  point  of  delivery.  In  this  case,  the 
proper  term  is: 

“C.  I.  F.  (named  foreign  port)” 

Under  this  quotation 

A.  Seller  must 

(1)  make  freight  contract  and  pay  freight 
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charges  sufficient  to  carry  goods  to 
agreed  destination 

(2)  take  out  and  pay  for  necessary  marine 
insurance 

(3)  be  responsible  for  loss  and/or  damage 
until  goods  have  been  delivered  along- 
side of  ship,  and  clean  ocean  bill  of 
lading  and  insurance  policy  have  been 
delivered  to  the  buyer,  or  his  agent. 
(Seller  is  not  responsible  for  the  de- 
livery of  goods  at  destination,  nor  for 
payment  by  the  underwriters  of  insur- 
ance claims) 

(4)  provide  war  risk  insurance,  where  ne- 
cessary, for  buyer’s  account. 

B.  Buyer  must 

(1)  be  responsible  for  loss  and/or  damage 
thereafter,  and  must  make  all  claims 
to  which  he  may  be  entitled  under  the 
insurance  directly  on  the  underwrit- 
ers 

(2)  take  delivery  and  pay  costs  of  dis- 
charge, lighterage  and  landing  at 
foreign  port  of  destination  in  accor- 
dance with  bill  of  lading  clauses. 

(3)  pay  foreign  customs  duties  and  whar- 
fage charges,  if  any. 
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Explanations  of  Abbreviations 


F.  O.  B Free  on  board 

F.  A.  S Free  alongside  ship 

C.  I.  F Cost,  insurance  and  freight 

C.  & F Cost  and  freight 

L.  C.  L Less  than  Carload  lot 


It  will  be  noted  that  each  type  of  quotation 
involves  two  distinct  factors,  namely  the  point 
at  which  loss  or  damage  in  transit  is  for  the  account 
of  one  contracting  party  of  the  other,  the  point 
up  to  which  all  expenses  incurred  are  for  the  ac- 
count of  the  seller  or  the  buyer.  This  question 
of  expense  easily  becomes  the  ground  of  misunder- 
standing when  the  buyer  carelsssly  quotes  F.  O.  B. 
New  York,  instead  of  specifically  stating  F.  O.  B. 
cars  New  York,  when  it  is  not  his  intention  to 
absorb  such  expenses  as  cartage  to  ship  or  ware- 
house, warehouse  to  vessel,  waiting  time  if  any, 
at  dock,  etc.  The  foreign  buyer  jwill  invariably 
interpret  F.  O.  B.  New  York  to  mean  placed  on 
board  vessel,  due  to  practise  in  other  countries. 

When  securing  freight  rate  from  factory  to  sea- 
board, it  is  well  to  specifically  mention  that  this 
is  desired  upon  a shipment  for  export,  as  such 
rates  are  frequently  equalized  between  various 
port  cities.  Next  determine  the  frequency  of 
sailings  from  the  ports  under  consideration  and 
quote  on  the  desired  basis  at  the  city  showing 


Pricing 
Goods 
for  Export 


25 


Pricing 
Goods 
for  Export 


frequent  sailings,  freedom  from  congestion  and 
the  lowest  inland  freight  rate.  Strike  of  wharf 
hands,  severe  snow  storms  or  other  obstacles 
may  temporarily  cripple  sailings  from  one  port, 
while  another  is  in  excellent  condition  to  permit 
quick,  economical  clearance  of  goods.  The  quo- 
tation is  frequently  made  with  whatever  terms 
are  desired,  at  “Atlantic  Seaboard”  to  leave  the 
city  of  destination  at  the  option  of  the  manufac- 
turer. 

Naturally  the  quotation  C.  I.  F.  foreign  port  is 
most  convenient  to  the  buyer  as  this  leaves  for 
his  account  only  those  items  which  he  can  quickly 
ascertain  at  port  of  entry,  after  which  he  has  no  diffi- 
culty in  calculating  the  cost  of  the  merchandise  laid 
down  at  his  own  warehouse.  This,  after  all,  is 
the  basis  from  which  his  own  selling  price  must 
be  computed  to  determine  whether  your  offer  is 
a “Good  buy.” 

On  C.  I.  F.  quotations  any  fluctuation  in  ocean 
freight  is  for  the  account  of  the  seller.  Further, 
it  is  at  the  option  of  the  carrying  vessel  whether 
tariff  is  applied  to  your  shipment  on  basis  of 
weight  or  cubical  contents,  whichever  will  yield 
the  largest  revenue.  Those  packages  which  weigh 
more  than  56  lbs.  per  cubic  foot  will  be  charged 
on  the  weight  basis  while  those  which  are  lighter 
than  this,  will  yield  the  best  returns  to  the  vessel 
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through  charging  according  to  the  cubical  contents.  Pricing 

Goods 

Where  the  commodity  lends  itself  to  shipment  for  Export 
in  standard  units  it  is  a very  simple  matter  to 
calculate  the  C.  I.  F.  value  with  accuracy.  This 
type  of  quotation  is  always  much  appreciated 
by  the  customer  and  if  your  own  products  present 
any  problem  along  this  line,  the  foreign  trade 
department  of  this  bank  will  be  glad  to  confer 
with  you  upon  the  question. 


* * 


* * 


Our  experience  with  manufacturers  dealing  in 
foreign  trade  has  resulted  in  mutual  helpfulness 
and  has  increased  our  understanding  of  many 
of  the  problems  to  be  faced.  It  is  very  likely 
these  experiences  will  prove  of  value  to  the  man- 
ufacturer contemplating  expansion;  and  it  is  to 
such  enterprises  that  these  booklets  are  addressed 
with  the  suggestion  that  we  be  allowed  to  co- 
operate in  the  solution  of  such  problems. 

W rite  for  Booklet  III 
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